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Chapter 1
THE PROBLEM AND ITS SETTING
There needs to be some consensus of opinion on
what competencies should be taught in a business management
class at the secondary level.
The Statement of the Problem
This research proposed to identify and analyze
the competencies Cypress-Fairbanks area business persons
believe should be taught in a secondary level business
management class.

The purpose of this study, therefore,

was to generate information that could be used in developing
a business management curriculum for the Cypress-Fairbanks
high schools.
The Null Hypotheses
The following six (6) null hypotheses were formulated
to solve the problem of the study:
Null Hypothesis 1.

For retailers and business

teachers evaluating competencies relating to business and
its environment to be taught in a business management
class at the Cypress-Fairbanks high schools, the mean
perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.

2

Null Hypothesis 2.

For retailers and business

teachers evaluating competencies relating to marketing
to be taught in a business management class at the
Cypress-Fairbanks high schools, the mean perception scores
of the retailers do not differ significantly from the mean
perception scores of the business teachers.
Null Hypothesis 3.

For retailers and business

teachers evaluating competencies relating to purchasing
and production to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.
Null Hypothesis 4.

For retailers and business

teachers evaluating competencies relating to finance to
be taught in a business management class at the CypressFairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean
perception scores of the business teachers.
Null Hypothesis 5.

For retailers and business

teachers evaluating competencies relating to managing
information to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.
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Null Hypothesis 6.

For retailers and business

teachers evaluating competencies relating to business
ownership, personnel, and management functions to be
taught in a business management class at the CypressFairbanks high schools, the mean perception scores of
the retailers do not differ significantly from the mean
perception scores of the business teachers.
The Delimitations
This study was limited to responses given by
(1) business persons owning and/or managing retail
establishments within a three and one-half mile center
radius of the Cypress-Fairbanks Independent School
District (see Appendix A, page 58), and (2) business
teachers employed in the Cypress-Fairbanks Independent
School District.
This study was further limited to only those
competencies which are suggested by Shilt, Everard, and
Johns 1 and did not attempt to survey all competencies
that could be taught in a business management class.
This study did not attempt to survey the competencies
business persons believe should be taught at the post-high
school level of education, even though some may overlap.
1 Bernard A. Shilt, Kenneth E. Everard, and John M.
Johns, Business Princi les and Mana ement. 6th ed.
(Cincinnati, Ohio: South-Western, 1973 .
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The Definition of Terms
Business Management Class.

A business management

class is a high school business course
•• designed to enable students to gain
an understanding of the characteristics, the
organization, and the successful operation
of businesses.2
Business persons.

Business persons as used in this

study refers to owners and/or managers of retail establishments
and the business education teachers in the Cypress-Fairbanks
Independent School District.
Competence.

Competence refers to having a knowledge

or understanding of a particular subject or area of study.
Cypress-Fairbanks Area.

The Cypress-Fairbanks area

refers to the area within the physical boundaries of the
Cypress-Fairbanks Independent School District located just
outside the city limits of northwest Houston, Texas.
Entrepreneurs.

Entrepreneurs are those people who

organize, manage, and assume responsibility for a business
•
3
or ot h er enterprise.

Management.

Management is the coordination of all

factors involved in producing and/or selling a good or
service to the public. 4
2 "Cypress-Fairbanks Independent School District High
School Course Descriptions 1979-80," 7.
3stein, Jess, ed., The Random House Dictionary,
(New York: Ballantine Books, 1978), p. 300.
4shilt, Everard, and Johns, op. cit., p. 573.
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Assumptions
The first assumption .

The first assumption was

that a business management course will continue to be
offered in the secondary public schools.
The second assumption.

The second assumption was

that the business persons in the Cypress- Fairbanks area
have opinions on what high school students should be taught
to prepare them for the business world .
The third assumption .

The third assumption was

that the information generated by this study will be
considered in developing the business management curriculum
at the Cypress - Fairbanks high schools.
The fourth assumption.

The fourth assumption was

that the business persons in the Cypress-Fairbanks would
become aware of business management as a course offering
in the Cypress-Fairbanks Independent School District .
The Importance of the Study
This study is important because it will further
communication between the school district and community
which it serves.

The business education teachers will

also benefit from the generated information which can be
used to make the business curriculum more relevant.

The

most important benefit will be to the students who will
be better prepared to meet the needs of the marketplace
as a result of this study .

Chapter 2
REVIEW OF RELATED LITERATURE
It has long been the goal of business education
to prepare our students for the business world.

According

to Frandino and Duffy:
High school students today are
going into a complex marketplace where
they will be expected to make rational
decisions. Therefore, a business
education department at the secondary
level must be committed to teaching
basic economic concepts to as many
high school students as possible. The
business classrooms should no longer
be the sole domain of future secretaries
quietly pecking at their typewriters,
but should be exciting places of varied
opportunities for learning, in a
conceptual frameworki knowledge of
economic principles.
Duff states that the goal of all levels of economic
education programs is to provide students with a knowledge
of economic principles and their application so that
students may apply this knowledge when making economic
decisions, both personal and societal . 2
1 Millie Frandino and Eileen Duffy, "Economics
for Everyone," Business Education Forum, 32, No . 5
(February, 1978), 22.
2 Thomas B. Duff, Measurement of Personal Economic
Understandings Developed in Basic Business," Business
Education Forum, 32, No. 5 (February, 1978), 35.
6
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However, according to Crunk:
Both high school and postsecondary
curriculums have lagged much behind
supportable philosophy of education for
business, particularly in relation to
the basic business area and to preparation
of the entrepreneur who organizes, manages,
and assumes the risks of a business.3
The fact that a large percentage of small business
failures can be traced to a lack of managerial skills
and personal qualifications to operate a business is
especially significant to business education teachers
because "a surprisingly large number of students in the
United States enter or aspire to enter into private
ownership as entrepreneurs."

4

McCool reported that:

The desire of many men and women
to "be their own boss" and their ineptness
in handling business situations has caused
a high mortality rate in many small
businesses started annually in these United
States. Small businesses are needed in the
American economy and young people need to
be aware of opportunities in this area and
of ways to capitalize on them.5
3Dorothy E. Crunk, "Education for Business Ownership
and Management," Business Education Forum, 32, No. 4
(April, 1978), 33-34.
4 vean Clayton and Ralph Ruby, Jr., "Stress Managerial
Skills in High School Business Program," Business Education
Forum, 32, No. 4 (January, 1978), 29.
5 relix J. McCool, "Small Business Management,"
Business Education: Dade County Public Schools, Miami,
Florida, 1972, 1.
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Crunk indicated that "about 50 percent of the
population does not continue school beyond the secondary
level" and that '~any will now or later become self-employed." 6
While Van Hook noted that:
• • . few high school graduates move directly
into positions characterized by a great deal
of managerial responsibility • • . many find
themselves working in a smaller firm where
promotion to a first-line supervisory position
is entirely possible in a relatively short
period of time.7
Most of our present business education curriculum is
aimed at "nonmanagerial skills rather than managerial
skills related to business ownership and management." 8
By the l980's, according to Brown, the number of
managers and proprietors "is expected to increase by 22
percent over the employment in that group in the late
1960's. 119

According to Bauman, "of the school personnel,

guidance counselors and business education teachers ranked
the highest in influencing student career choices. 1110
6crunk, op. cit., 34.
7 Barry L. Van Hook, "Business Management in the
High School Curriculum," Business Education Forum, 32,
No. 6 (March, 1978), 15.
8 c1ayton and Ruby, loc. cit.
9 Betty J. Brown, "Teaching Business Management
at the Secondary Level," Business Education Forum, 32,
No. 7 (April, 1978), 36.
lOBennie Max Bauman, "Factors Related to Business
Education Students Career Choice," Dissertation Abstracts
International, 36 (1976), 5234-A (Colorado State Un1vers1ty),

9

In a study to assess the perceptions held by
personnel managers of selected businesses and industries
of a large metropolitan public school system, Sebastian
reported:
It would be a mistake for school
officials in any district to neglect or
ignore information that indicates a
substantial difference between school
personnel and non-school personnel in
their perceptions of the effectiveness
of the school system's educational
services. Accordingly, the school
officials must assume the responsibility
for demonstrating attempts to continually
improve the effectiveness of the school
district.11
Further, Conover and Daggett concurred:
Business educators who are
responsible for program development
must reevaluate their efforts to
prepare students with job competencies
that will enable them to enter and
advance in tomorrow's labor market. 12
Kostorizos, in a historical study of business
education, past, present, and future, stated:
Critical issues in business
education will change radically and
positively in the coming decades. The
changes will reflect a need for students
11 rranklin A. Sebastian, "A Study to Assess the
Perceptions Held by Personnel Managers of Selected
Businesses and Industries of a Large Metropolitan Public
School System," Dissertation Abstracts International, 39
(1978), 596-A (The University of Michigan).
12 Hobart H. Conover and Willard R. Daggett,
"Business Education--The Changing Tide," The Balance Sheet,
LVIII, No. 1 (September, 1976), 16.
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to develop positive self-awareness in
the social-cultural environment in
which they live. Technology can be
controlled if students are educated to
cope with technological changes and
with related socio-cultural changes. 13
Business management as a course offering "has
been a part of secondary school curriculums since the
early 1900's. 014 Duff further stated that:
Developing economic understanding
has been one of the objectives of the
secondary business education curriculum
for more than 50 years. Business
education teachers, teacher educators,
and professional economists have
recognized the need to emphasize
economics and societal economics in
~~~r~~~~~~~lS business education
Van Hook stated that, while the business management
course is no substitute for a postsecondary management
education, the course "effectively designed and delivered,
may fill a void in the business curriculum in many high
schools."16 He further stated:
Perhaps its strongest recommendation is
that it just might provide the skills and
knowledges which will spell the difference
between success or faiLure of the young
13 Patricia Anne T. Kostorizos, "Business Education:
Some Historical Perspectives, Past, Present, and Future,"
Dissertation Aostracts International, 38 (1977), 1832-A
(Boston University School of Education).
14 van Hook, loc. cit.
15 nuff, loc. cit.
16 van Hook, loc. cit.
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first-line supervisor. Further, a
successful occupational experience may
provide the motivation to continue the
young manager's formal business education. 17
Several studies done in the field of business in
relation to education have drawn similar conclusions and
recommendations.

Campbell concluded that:

Business and industry appear to be
moderately involved in career education
activities and generally desire
involvement in the career education
process. There is a serious need for
improved cooperation between business,
industry, and education.18
Donnel, in a study done in Wyoming, recommended that:
Additional research should be done in the
area of job related skills so that the
student has all the basic knowledge the
employer expects and the business teacher
knows what to include in the classes.
There should be a closer interaction
between business people and business
educators so that the teachers will be
aware of the needs of the business
community and the business community
will have a more realistic view of wh~t
is being taught in the high schools.I~
17 Ibid.
18 wilbur L. Campbell, "The Career Education
Involvement of Chicago Metropolitan Area Business and
Industry with Secondary Schools," Dissertation Abstracts
International, 37 (1976), 1941-A (Northern Illinois
University).
19 Elsie Louise Donnel, "A Study of Selected Entry
Level Competencies Needed for Bookkeeping/Accounting
Positions as Reported by Business Teachers and Employers
in Wyoming," Dissertation Abstracts International, 37
(1977), 2814-A (University of Wyoming).
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Stage's study of the future of business determined
there was an implication that "Business schools should
be planning today to individualize their programs and
to establish stronger ties with the business community. 1120
An implication of a study done by Weyrich in South Dakota
was that "there must be continuing joint effort on the
part of the communities and schools to enhance business
and office education programs. 1121 Likewise, in Blair's
study of the attitudes of employers toward high school
business education, he concluded that "There is strong
indication that increased quality communication is needed
between high schools and business. 1122 In Arbuckle's
challenge to business education, he stated:
. • • businessmen and educators can work more
cooperatively and supportively together . . • .
20 Harold Daniel Stage, Jr., "The Future School of
Business--A Modified Delphi Study," Dissertation Abstracts
International, 36 (1976), 7526-A (University of Southern
California).
21Yvonne M. Weyrich, ''A Study to Determine if
South Dakota Business and Office Education Programs are
Preparing Students to Meet the Needs of the Business
Offices," Dissertation Abstracts International, 37 (1977),
6915-A (University of Northern Colorado).
22 Kenneth William Blair, "Attitude Analysis of
Employers in Business and Industry Toward High School
Business Education," Dissertation Abstracts International,
38 (1977), 118~-A (Arizona State University).

..
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With changing job requirements, both
educators and business have a job to do
in helping young people qualify.23
The need for closer cooperation between the
business world and educators was also found in a study
by Listman, who stated:
Businessmen rated the objective,
to train students for an entry level
position in marketing, higher than
academicians. Conversely, academicians
and marketing department chairmen rated
the objective, to provide the student
with the skills necessary for advanced
position in marketing, higher than
businessmen.24
However, according to Mitchell:
• • • there is general agreement by both
educators and businesspeople interviewed
that principles of accounting, marketing,
communication, and management are important
constituents of core business curriculum .
The business curriculum that should meet
the perceptual standards of both groups
would be marketing, accounting, communication,
economics, management and management of
human resources.25
23Ernest C. Arbuckle, "Today's Challenge to
Business Education," Business Education Forum, 31, No. l
(October, 1976), 18.
2 4Robert John Listman, "A Comparison of the Opinions
of Marketing Department Chairmen, Businessmen, and
Academicians Concerning the Desirability of Stressing
Selected Courses, Issues, and Objectives in Undergraduate
Marketing Curriculums," Dissertation Abstracts International,
37 (1977), 5318-A (Northern Illinois University).
25 Harry John Mitchell, "Curricular Perception of
Business Curriculum Involving Selected Educators and
Businesspersons," Dissertation Abstracts International,
39 (1978), 1274- A (The University of Oklahoma).
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Van Hook

26

stated that the content of a business

management course may vary with community need, but
instruction in some areas should remain the same .

He

indicated that the marketing, finance, accounting, production,
and service functions should be taught with emphasis on
the interrelationships that exist and how each contributes
to the whole.

He further stated that:

• •• a major emphasis should be placed on
the basic principles of management-planning, organizing, staffing, directing,
communicating, and controlling . • . . The
relative emphasis placed upon each principle
will, again, ultimately be determined by the
needs of both students and community . • . .
Regardless of the methodology employed,
extensive emphasis should be placed upon
develop i ng systematic decision-making skills,
since the bottom line of any manager's
success lies wi;9 effectiveness as a
decision maker.
Cl ayton and Ruby determined the following twelve
components to

be

the most important essentials in a

business ownership and management curriculum:
1.
2.
3.
4.

S.
6.
7.
8.
9.

Business financing
Business outlook
Business planning
Financial records management
Human relations
Insurance
Marketing, display, and advertising
Paperwork management
Personal financial management

26 van Hook, loc. cit.
27 Ibid.
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10.
11 .
12 .

Personnel management
Proper ty management
Taxation28

They stated in summary that:
• •• the cur riculum was designed around
competencies needed to become a successful
business owner/manager and content germane
to all businesses. Because our business
world is rapidly changing, specifics may
change. It is for this reason that the
curriculum concentrated on generic skills
such as communication, reasoning, making
effective decisions, and drawing
conclusions . 29
In a study to determine the business market's
preference for potential employees to have a general
business education or specialized training , Berson found
that the generalist was preferred since they were better
prepared to "weather the shifting job demands often made
of new entry-level supervisory personnel." 30 In his
survey of 300 relatively large businesses in New York City,
he found that "respondents do not rate functional competence
as a primary goal of business student's educations. 1131
He found, however, that there was:
• • • a market demand for what might be
termed ' business literacy'. The potential
employee is literate in business to the
28 Clayton and Ruby, op. cit., 30.
29 Ibid.
30 James H. Berson, "Business Wants the 'Generalist',"
The Journal of Business Education, 50, No.~ (March, 1 975), 251.
31 Ibid.
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extent that he (1) understands the
fundamental purpose, structure and
dynamics of business enterprise; (2)
understands the nature of human interactions
in business organizations; (3) understands
the general managerial processes of
identifying, analyzing and solving business
problems, and most important of all,
(4) has the ability to express himself
orally and in writing on matters related
to work.32
Berson further stated:
• • • the market is vehement in its demand
for job applicants who have been taught to
communicate in the business environment • .
The student who is able to articulate his
ideas, his responses to assignments, his
feelings and his opinions orally and in
writing, one-to-one and in groups will
enjoy a considerable advantage over less
skilled peers within the organization.33
Crunk prepared the following list of twenty
competencies a potential business owner or manager
should be prepared to accomplish in order to increase
chances for success:
1.

Determine areas of greatest interest
and build an appropriate ownership
plan reflecting personal interests,
competencies, and economic opportunities.

2.

Select and use helpful sources of
printed materials and other pertinent
information.

3.

Make needed analysis to select promising
location possibilities, including
possible expansion.

32 Ibid.
33 Ibid.
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4.

Determine the extent of appropriate
development.

5.

Select effective legal and other
specialized help.

6.

Locate and obtain the best possible
financing.

7.

Determine pricing and credit policies.

8.

Obtain necessary operating permits.

9.

Choose between a going business, a
franchise-related business, or a
to-be-developed business.

10.

Select most appropriate type of business
ownership.

11.

Determine effective physical layout
and obtain appropriate facilities
and equipment.

12.

Determine and prepare for hiring needs,
including employee benefits, protections,
employee-related reports, and so forth.

13,

Plan and implement records and accounting
system, communication system, and other
payroll, inventory, reporting, office
services, and storage systems.

14.

Determine most beneficial inventory
and supply sources; plan for and obtain
inventory and supplies.

15.

Build flexible advertising plan.

16.

Select effective protective steps,
including insurance.

17.

Build strong, flexible output plan,
including inventory control and quality
control.

18.

Carry out profit analyses.

18

19.

Carry out organization, scheduling,
management, and motivation of employees.

20 .

Com~are advantages of maintaining present
business form, or changing; of remaining
small or expanding.34

Also discussing suggested content for a secondary
course in business management, Brown stated:
The small business management course should
provide a knowledge of the process of
organizing an entrepreneurship or obtaining
a franchise and sources of help for an
entrepreneur such as commercial banks, the
Small Business Administration, and other
government agencies. It should tie together
the fundamental processes involved in
managing a business; financial records,
employer- employee relationships, contractual
obligations, purchasing and selling goods
and services, adhering to governmental
regulations, acquiring property and equipment,
insurance needed for business, franchising
agreements, and the social role of the
business organization . 35
The secondary schools curriculum guide for Cranston,
Rhode Island 36 suggests that the topics of General
Principles, Economics , American Business, Business
Organizations, Marketing Operations, Financial Applications,
and Accounting Operations be included in the content of
a 12th grade business management course .

Similarly,

34 crunk, op. cit . , 34-35 .
35 Brown, loc. cit.
36 secondary Schools Curriculum Guide, Cranston
(Rhode Island) School Department, 1973 - 74, BUS 21, 1-7.
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a business organization and management syllabus prepared
37
in New York
suggested that the course should include
Organization of Business, Human Resources, Financial
Management, Manufacturing Functions, Market Management,
Decision and Policy Making, and Education and Vocational
Guidance.
At Monroe-Woodbury High School in Central Valley,
New York, the "Business Management course zeros in on the
importance of management to our economy with emphasis on
decision making and problem solving. 1138
The recommendations of professionals in education
and the curriculum guides are further attested to by a
study of the actual duties and responsibilities of business
managers by Dod in which she stated:
Over 90 percent of the managers assumed
varying degrees of responsibility for
six duties. These six are:
(1) supervision; (2) records management;
(3) training; (4) financial management;
(5) personnel recruitment and selection;
and (6) office planning, layout and
design . 39
37 Ronald w. Wing and Alvin F. Rubin, Business
Organization and Management Syllabus, New York State
Education Department, Albany, 1974, 19-62.
38 Frandino and Duffy, op. cit., 24 .
39 Glenna Asbury Dod, "Duties, Responsibilities,
and Formal Training of Administrative Managers in
Business Firms in the Southeastern Administrative
Management Instruction," Dissertation Abs tracts
International, 36 (1976), 4972-A (University of Southern
Mississippi).
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In relation to the place of a business management
course in the secondary curriculum, Duff reported (in a
study of personal economic understandings developed in
basic business) that:
Males, older students, and students
completing an economics-related course
scored higher on the criterion measure
used to determine the level of personal
economic understanding.40
Van Hook concurred with Duff's findings when he stated:
Ideall y business management should be
offered at the twelfth grade level.
By this time students are a bit more
mature and may be more willing to
undertake such a rigorous, concentrated
experience. By delaying this course
until the senior year, the skills
and knowledges are obtained closer
to the time they will be needed.
In addition, it is more likely these
students will have some work
experience to which they can relate
the coursework.41
In an address, Arbuckle emphasized the importance
of providing students with the knowledge and understanding
of how business operates and its function in our society.
He concluded that "It is a challenge to business educators
today to see that their students have some understanding
.
• 1 ism.
·
"4 2
of the basic system of American
capita

40 Duff, op. cit., 37 .
41 van Hook, op. cit., 17 .
42 Arbuckle, loc. cit.
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According to Duff 43 one of the objectives of the
secondary business education curriculums for more than
50 years has been the development of economic understanding.
He further stated that the need to emphasize economic
analysis and the relationship between societal economics
and personal economics has been recognized by the teachers,
the teacher educators, and the professional economists.
The schools of today are searching for solutions

to such problems as decreasing enrollments, financial
problems, and a resistance on the part of students
toward an education which appears to lack relevancy,
In discussing this situation, Wood stated that
"Competency-based instruction (CBI) appears to be an
answer to much of the dilemma. 1144 According to Frandino and
Duffy, "A questioning student who has a broad base of
economic information is on his/her way to becoming an
.
11·1gent c1't"1zen. 1145
1nte

It is the responsibility of

business educators to provide that base.
43 Duff , 1 oc • c 1. t ,
44Merle w. Wood, "Competency-Based Instruct1on-CBI--In Secondary Business Education," The Journal of
Business Education, 51, No. 1 (October, 1975), 27.
45 rrandino and Duffy, op. cit. , 26.
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Summary
As the marketpl ace of business becomes more
complex, there is a greater need for business educators
to prepare students for their roles in the business world
by enhancing their economic understanding.

The high

school business education classes should no longer be
the sole domain of future secretaries , but also meet the
needs of those students who will be entering the business
world in other capaci ties and who may soon become first-line
supervisors or who plan to become entrepreneurs.

A

secondary business management course may fill this void.
The literature indicated that business educators
should work closely with business and industry to keep
current a curriculum to meet the needs of the business
community.

The general agreement was that such a curriculum

should provide a broad overview of the varying aspects
of business principles and economic understanding with
emphasis on decision- making and communication skills.
Competency-based instruction was suggested to make
education more relevant.

Indications were made that a

course in business management should be offered at the
twelfth grade level .

Chapter 3

METHODS AND PROCEDURES
The problem of this study was to identify and
analyze the competencies the Cypress-Fairbanks area
business persons believe should be taught in a business
management class in a secondary public school.

This

chapter presents the methods and procedures used to
generate, analyze, and present data.
Methods
The Null Hypotheses
The following six (6) null hypotheses were formulated
and statistically tested:
Null Hypothesis 1.

For retailers and business

teachers evaluating competencies relating to business and
its environment to be taught in a business management
class at the Cypress-Fairbanks high schools, the mean
perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.
Null Hypothesis 2.

For retailers and business

teachers evaluating competencies relating to marketing
to be taught in a business management class at the
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Cypress-Fairbanks high schools, the mean perception scores
of the retailers do not differ significantly from the mean
perception scores of the business teachers .
Null Hypothesis 3 .

For retailers and business

t eachers evaluating competencies relating to purchasing
and production to be taught in a business management class
at the Cypress - Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean percept ion scores of the business teachers .
Null Hypothesis 4 .

For retailers and business

teachers evaluating competencies relating to finance to
be taught in a business management class at the CypressFairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean
perception scores of the business teachers.
Null Hypothesis 5.

For retailers and business

teachers evaluating competencies relating to managing
information to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retai l ers do not differ significantly from
the mean perception scores of the business teachers.
Null Hypothesis 6 .

For retailers a.n d business

teachers evaluating competencies relating to business
ownership, personnel, and management functions to be
taught in a business management class at the Cypress-Fairbanks
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high schools, the mean perception scores of the retailers
do not differ significantly from the mean perception
scores of the business teachers.
Instrument Construction
After a thorough review of the related literature,
it was determined that Business Principles and Management 1
contained most of the competencies which were typically
suggested to be taught in a secondary business management
class.

From this textbook, therefore, a list of twenty-five

( 25) competencies was compiled.
The instrument took the form of an opinionnaire
as this is the "information form that attempts to measure
the attitude or belief of an individual." 2 A Likert-type
scaling technique of five responses was used as recommended
by Best. 3 Values of one to five were assigned to each
of the five responses so that all the respondent had to
do was circle the number of the response which indicated
his/her choice:

1 (strongly disagree); 2 (disagree);

3 (undecided); 4 (agree); and 5 (strongly agree) .
Corresponding values were assigned to each of the numbers
for statistical analyses.
1 shilt, Everard, and Johns, loc. cit.
2John w. Best, Research in Education, 3d ed.,
(Englewood Cliffs, New Jersey: Prentice-Hall, 1977), p. 169.
3 Ib i d . , p. 171.
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Population
A population which consisted of retail business
persons and high school business teachers was chosen for
the purposes of this study.

The first group was a sampling

of the Cypress-Fairbanks area retail business persons.
Cypress-Fairbanks Independent School District covers a
large area and, because of the rapid growth in the area,
a current list of businesses was unavailable.

A cluster

sampling technique, therefore, was used as suggested by
Best:
The area or cluster sample is a variation
of the simple random sample, particularly
appropriate when the population of interest
is infinite, where a list of the members
of the population does not exist, or when
the geographic distribution of the
individuals is widely scattered.~
A map of the school district boundaries was obtained
from the Cypress-Fairbanks Independent School District's
Tax Office (see Appendix A, page 58).

The 62 retail

business establishments in operation in this area during
March, 1979, therefore, made up the first group.
The second group consisted of the 22 secondary
business educators teaching in the Cypress-Fairbanks
Independent School District at the high school and junior
high school levels during March, 1979.
~Ibid.
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Procedures
Survey Techniques
An opinionnaire (see Appendix B, page 59) was
used to elicit information from retail business persons
during interviews.

This method was considered the most

advantageous because of the time and cost factors, the
need for a high rate of response, and the relatively
limited number of business persons in the area.

The

interviews were conducted during the month of March,
1979, with 100% cooperation from the interviewees.
The opinionnaires were distributed to the business
teachers by means of interschool mail after personal
telephone calls to the department heads of Jersey Village
High School and Cypress Creek High School and to the
individual business teachers at Arnold, Bleyl, Campbell,
and Dean Junior High Schools.

The opinionnaires were

personally delivered to the business teachers at CypressFairbanks High School.

Distributions and returns of

these opinionnaires were accomplished during the first
week of May , 1979.
Analysis of the Data
The completed opinionnaires were transferred to
tally sheets for each of the groups.

For purposes of
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statistical analyses, the twenty-five (25) competencies
were categorized into six (6) groups.

The unit groups

were as follows:
GROUP

COMPETENCIES

Business and Its Environment
Marketing
Purchasing and Production
Finance
Managing Information
Business Ownership, Personnel,
and Management Functions

1, 2, 3
6, 7, 8, 9, 10, 11
12, 13, 14
15, 16, 17, 18, 19
20, 21, 22, 23
4, 24, 25

s,

Mean scores and standard deviations were computed
for each of the groups.

The mean scores were then subjected

to a t test to determine statistical difference at the
.OS confidence level.
Summary
In an attempt to solve the problem of this study,
six (6) null hypotheses were formulated.

To test these

hypotheses, an opinionnaire of twenty-five (25) competencies
derived from a business management textbook, using a
Likert-type scale, was distributed to two (2) groups.
The first group was a cluster sampling of retail business
persons in the Cypress-Fairbanks area and the second
group consisted of the business education teachers in
the Cypress-Fairbanks Independent School District.

The

contents of the opinionnaire were classified into six (6)
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groups and the mean scores computed for each.

To accept

or reject the six (6) null hypotheses, the mean scores
were subjected to a t test to determine statistical
significance at the . OS confidence level.

Chapter 4

FINDINGS OF THE STUDY
This chapter presents the data collected from
84 respondents (62 retailers and 22 business teachers).
The retailers and business teachers indicated the degree
of agreement or disagreement to each of the twenty- five (25)
items on the opinionnaire (Appendix B, page 59).
Analysis of the Data
The conditions set for rejecting or failing to
reject the null hypotheses were as follows:
1.

To reject a null hypothesis, the computed! value

for any item from the two - tailed test of significance must
be equal to or larger than the critical t value at the
. 05 confidence level (t = 2.00).
2.

To fail to reject a null hypothesis, the computed

t value for any item from the two - tailed test of significance
must be less than the critical t value at the .05 confidence
level (t = 2.00).
The twenty- five (25) items on the opinionnaire were
grouped to facilitate comparisons of the retailers' and
business teachers ' perceptions toward the competencies
30
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to be taught in a business management class at the CypressFairbanks high schools.

The groups were as follows:

(1) those relating to a comparison of the retailers' and
business teachers' perceptions of business and its
environment (Items 1, 2, and 3), (2) those relating to
a comparison of the retailers' and business teachers'
perceptions of marketing (Items 5, 6, 7, 8, 9, 10, and 11),
(3) those relating to retailers' and business teachers'
perceptions of purchasing and production (Items 12, 13,
and 14), (4) those relating to a comparison of the retailers'
and business teachers' perceptions of finance (Items 15,
16, 17, 18, and 19), (5) those relating to retailers'
and business teachers' perceptions of managing information
(Items 20, 21, 22, and 23), and (6) those relating to
retailers' and business teachers' perceptions of business
ownership, personnel, and management functions (Items 4,
24, and 25).
Null Hypotheses Testing
The following null hypotheses were formulated to
compare retailers' and business teachers' perceptions:
Null Hypothesis 1.

For retailers and business

teachers evaluating competencies relating to business
and its environment to be taught in a business management
class at the Cypress-Fairbanks high schools , the mean
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perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.
The three (3) competencies relating to business and
its environment were:

Item 1--characteristics of American

system, Item 2--vocabulary and theories in economics, and
Item 3--differences in American and other systems.
For each of the three (3) statements, mean scores,
standard deviations, and! values were computed for the
perceptions of the retailers and the business teachers,
see Table 1, page 33.

The business teachers were more

positive than the retailers toward the competency dealing
with differences in American and other systems (see Item 3).
The retailers and business teachers differed
significantly toward Item 3 (t = 2.25) which dealt with .
differences in American and other systems.

The remaining

statements revealed no significant difference that existed
between the retailers and business teachers.
The null hypothesis, therefore, that no significant
differences existed between retailers' and business
teachers' perceptions toward competencies relating to
business and its environment was rejected.
Null Hypothesis 2.

For retailers and business

teachers evaluating competencies relating to marketing
to be taught in a business management class at the

Table 1
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores, Standard Deviations, and Obtained t Values
for Competencies Relating to Business and Its Environment
N

= 84

Retailers

Item

Business Teachers

Obtained

Mean

Standard Deviation

Mean

Standard Deviation

t Value

1. Characteristics

4.23

.75

4. 41

.49

1.29

2. Vocabulary and
theories

4. 4 2

.64

4.50

.50

. 60

3. Differences in
American and
other systems

4.00

. 80

4.32

.47

2.25*

~significant at the .05 confidence level (critical value 2.00,

w
w
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Cypress-Fairbanks high schools , the mean perception scores
of the retailers do not differ significantly from the mean
perception scores of the business teachers.
The seven (7) competencies relating to marketing
were:

Item 5--marketing channels, Item 6--factors in

pricing, Item 7- -obtaining and serving customers, Item

a--

abilities needed by salespeople, Item 9--advertising,
Item 10--location, and Item 11--equipment and layout.
For each of the seven (7) statements, mean scores,
standard deviations, and! values were computed for the
perceptions of the retailers and the business teachers,
see Table 2, page 35.

The business teachers were more

positive than the retailers toward the competency dealing
with equipment and layout (see Item 11).
The retailers and business teachers differed
significantly toward Item 11 Ct= 2.08) which dealt with
equipment and layout.

The remaining statements revealed

no significant difference that existed between the retailers
and the business teachers.
The null hypothesis, therefore, that no significant
differences existed between retailers' and business teachers'
perceptions toward competencies relating to marketing was
rejected.
Null Hypothesis 3.

For retailers and business

teachers evaluating competencies relating to purchasing

Table 2
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores, Standard Deviations, and Obtained t Values
for Competencies Relating to Marketing
N = 84

Retailers

Business Teachers

Item

Obtained

Mean

Standard Deviation

Mean

Standard Deviation

t Value

5. Marketing
channels

4.16

.83

4.41

.78

1.30

6. Pricing

4.31

.77

4.41

• 78

.57

7. Serving
customers

4.61

.63

4. 5 5

.58

.4 8

8. Salespeople

4 .4 5

.69

4.55

.72

.56

9. Advertising

4.27

.13

4.50

.58

1.81

10. Location

4.47

. 59

4.45

.66

.08

11. Equipment and
layout

4.06

.74

4.45

• 78

2.08*

~

ws1gn1ficant at the .OS confidence level I critical value 2.00J
w

en
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and production to be taught in a business management
class at the Cypress-Fairbanks high schools, the mean
perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.
The three (3) competencies relating to purchasing
and production were:

Item 1 2--store merchandise, Item 13--

manufacturing, and Item 14--transportation.
For each of the three (3) statements, mean scores,
standard deviations, and t values were computed for tne
perceptions of the retailers and the business teachers,
see Table 3, page 37.

The business teachers were more

positive than the retailers toward the competency dealing
with transportation (see Item 14).
The retailers and business teachers differed
significantly toward Item 14 (t = 2.68) which dealt with
transportation.

The remaining statements revealed no

significant difference that existed between the retailers
and the business teachers.
The null hypothesis, therefore, that no significant
differences existed between retailers' and business
teachers' perceptions toward competencies relating to
purchasing and production was rejected.
Null Hypothesis 4.

For retailers and business

teachers evaluating competencies relating to finance
to be taught in a business management class at the

Table 3
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores , Standard Deviations, and Obtained t Values
for Competencies Relating to Purchasing and Production
N

= 84

Retailers

Item

Business Teachers

Obtained

Mean

Standard Deviation

Mean

Standard Devi at ion

12. Merchandise

4.06

.81

4.23

.95

.77

13. Manufacturing

3.68

.88

3.68

.90

.07

14. Transportation

3.58

. 89

4.09

.73

2.68*

. . ,..

~

- - - .r -

-

-

~

~

...

"'-

~

-

-..

-

-

-

-

--

t Value

-

w
-..J

38
Cypr ess-Fairbanks high schools, the mean perception scores
of the retai l ers do not differ significantly from the
mean perception scores of the business teachers.
The five (5) competencies relating to finance were:
Item 15--requirements and sources, Item 16--banking,
Item 17-- insurance, Item 18--extending credit, and Item 19-col lection policies and procedures.
For each of the five (5) statements, mean scores,
standard deviations, and t values were computed for the
perceptions of the retailers and the business teachers,
see Table 4, page 39.

The business teachers were more

positive than the retailers toward the competencies
dealing with banking (see Item 16), insurance (see Item 17),
extending credit (see Item 18), and collection procedures
(see Item 19) .
The retailers and business teachers differed
significantly toward Item 16 (t = 2.77) which dealt with
banking, Item 17 (t = 2.26) which dealt with insurance,
Item 18 (t = 2.77) which dealt with extending credit, and
Item 19 (t = 2.41) which dealt with collection procedures.
The remaining statement revealed no significant difference
that existed between the retailers and the business
teachers.

Table 4
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores, Standard Deviations, and Obtained t Values
for Competencies Relating to Finance
N = 84

Retailers

Item

Business Teachers

Obtained

Mean

Standard Deviation

Mean

Standard Deviation

15 . Requirement and
sources

4.53

.61

4 . 59

.78

. 35

16. Banking

4.34

. 82

4. 7 3

. 45

2 . 77*

17. Insurance

4 . 31

.56

4. 5 9

•43

2.26*

18. Extending
credit

4. 3 4

.82

4.73

• 45

2.77*

19. Collection
procedures

3 . 95

.95

4,36

.57

2 . 41*

g:

.t the . 0 5 confidence

t Value

evel (critical valuP ?_nn,
w
tD
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The null hypothesis, therefore, that no significant
differences existed between retailers' and business
teachers' perceptions toward competencies relating to
finance was rejected.
Null Hypothesis 5.

For retailers and business

teachers evaluating competencies relating to managing
information to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers .
The four ( 4) competencies relating to managing
information were:

Item 20--data processing, Item 21--

accounting terminology, Item 22-- office services, and
Item 23--research and planning.
For each of the four (4) statements, mean scores,
standard deviations, and! values were computed for the
percept ions of the retailers and the business teachers ,
see Table 5, page 41 .

The business teachers were more

positive than the retailers toward the competency dealing
with data processing (see Item 20), and the competency
dealing with office services (see Item 22).
The retailers and business teachers differed
significantly toward Item 20 (t = 2. 89) which dealt with
data processing, and toward Item 22 (t = 2. 36) which
dealt with office services.

The remaining statements

Table 5
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores, Standard Deviations, and Obtained t Values
for Competencies Relating to Managing Information N

=

84

Retailers
Item

Business Teachers

Obtained

Mean

Standard Deviation

Mean

Standard Deviation

t Value

20. Data processing

3.73

• 81

4 .18

.65

2.89*

21. Accounting

4.55

.61

4.64

.56

.63

22. Office

4.03

.65

4. 41

.65

2.36*

23. Research and

4.26

.82

'+.23

1.04

services
.19

planning
•si2nif1cant at the .05 confidence level (critical value 2.00

.:::

I-'
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revealed no significant difference that existed between
the retailers and the business teachers.
The null hypothesis, therefore, that no significant
differences existed between retailers' and business
teachers' perceptions toward competencies relating to
managing information was rejected.
Null Hypothesis 6.

For retailers and business

teachers evaluating competencies relating to business
ownership, personnel, and management functions to be
taught in a business management class at the CypressFairbanks high schools, the mean perception scores of
the retailers do not differ significantly from the mean
perception scores of the business teachers.
The three (3) competencies relating to business
ownership, personnel, and management functions were:
Item 4--business ownership, Item 24--personnel, and
Item 25--management functions.
For each of the three (3) statements, mean scores,
standard deviations, and! values were computed for the
perceptions of the retailers and the business teachers,
see Table 6, page 43.
For each of the three (3) statements related to
business ownership, personnel, and management functions,
the data revealed no significant difference that existed
between the retailers and the business teachers.

Table 6
A Comparison of 62 Retailers' and 22 Business Teachers'
Mean Perception Scores, Standard Deviations, and Obtained t Values
for Competencies Relating to Business Ownership,
Personnel, and Management Functions

N = 84
Retailers
Item

Business Teachers

Obtained

Mean

Standard Deviation

Mean

Standard Deviation

t Value

4.42

.64

4.64

.64

1.39

24. Personnel

4 . 32

. 78

4.32

.54

.05

25. Management
functions

4.27

• 81

4. 55

.58

1.71

4. Business
ownership

+
w
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The null hypothesis, therefore, that no significant
differences existed between retailers' and business
teachers' perceptions toward competencies relating to
business ownership, personnel, and management functions
failed to be rejected.
Summary
Mean scores, standard deviations, and! values were
computed on the data received from the 84 respondents
(62 retailers and 22 business teachers) for the twenty- five
(25) items on the opinionnaire.

The items were grouped

into six (6) categories as follows:

(1) business and

its environment, (2) marketing, (3) purchasing and production,
(4) finance, (5) managing information, and (6) business
ownership, personnel, and management functions.

The

results were presented in tabular form.
Of the six (6) null hypotheses, the following five (5)
were rejected:
Null Hypothesis 1 .

For retailers and business

teachers evaluating competencies relating to business
and its environment to be taught in a business management
class at the Cypress-Fairbanks high schools, the mean
perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.
Null Hypothesis 2.

For retailers and business

teachers evaluating competencies relating to marketing
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to be taught in a business management class at the CypressFairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean perception
scores of the business teachers.
Null Hypothesis 3.

For retailers and business

teachers evaluating competencies relating to purchasing
and production to be taught in a business management
class at the Cypress - Fairbanks high schools, the mean
perception scores of the retailers do not differ significantly
from the mean perception scores of the business teachers.
Null Hypothesis 4 .

For retailers and business

teachers evaluating competencies relating to finance to
be taught in a business management class at the CypressFairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean perception
scores of the business teachers.
Null Hypothesis 5 .

For retailers and business

teachers evaluating competencies relating to managing
information to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.
The data supported the following null hypothesis:
Null Hypothesis 6 .

For retailers and business

teachers evaluating competencies relating to business
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ownership, personnel, and management functions to be
taught in a business management class at the CypressFairbanks high schools, the mean perception scores of
the retailers do not differ significantly from the mean
perception scores of the business teachers.

Chapter 5

SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS
This chapter contains a summary, conclusions,
and recommendations.
Summary
The problem of this study was to identify and
analyze the competencies Cypress-Fairbanks area business
persons believe should be taught in a secondary level
business management class.

The purpose, therefore, was

to generate information that could be used in developing
a business management curriculum for the Cypress-Fairbanks
high schools.
Six {6) null hypotheses were formulated that there
would be no differences between the individual mean scores
of competencies related to business and its environment,
marketing, purchasing and production, finance, managing
information, business ownership, personnel, and management
functions that Cypress-Fairbanks area business persons
believe should be taught in a secondary level business
management class.
This study was limited to those retail business
persons within a three and one-half mile center radius
47
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of Cypress-Fairbanks Independent School District and to
those business education teachers in Cypress - Fairbanks
Independent School District during March, 1979 .

Only

those competencies suggested by Business Principles and
1
Management were considered and only for the secondary
level of education.
It was assumed that a business management course
will continue to be offered in the Cypress - Fairbanks
high schools, that the information generated by this
study will be considered in developing the business
management curriculum in the Cypress-Fairbanks high
schools, that the retail business persons in the area
will become aware of business management as a course
offering in the school district and that they have opinions
on what students should be taught.
This study is important because of the increased
communication between the school district and the community
and the use of that communication to make the business
curriculum more relevant for the students to be better
prepared to meet the needs of the marketplace.
A review of related literature revealed that, as
the marketplace of business becomes more complex, there
is a greater need for business educators to prepare
1 shilt, Everard, and Johns, loc. cit.
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students for their roles in the business world by enhancing
their economic understanding.

Business education classes

should no longer be the sole domain of future secretaries,
but also meet the needs of those students who will be
entering the business world in other capacities and who
may soon become first-line supervisors or who plan to
become entrepreneurs.

A secondary business management

course may fill this void.
Several studies indicated that business educators
should work closely with business and industry to keep
current a curriculum to meet the needs of the business
community.

It is generally agreed that such a curriculum

should provide a broad overview of the varying aspects of
business principles and economic understanding with emphasis
on decision-making and communication skills.
Competency-based instruction is suggested to make
education more relevant and indications are that a course
in business management should be offered at the twelfth
grade level.
In an attempt to solve the problem of this study,
six (6) null hypotheses were formulated.

To test these

hypotheses, an opinionnaire of twenty-five (25) competencies
derived from a business management textbook, using a
Likert-type scale, was distributed to two groups.

The

first group was a cluster sampling of retail business
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persons in the Cypress-Fairbanks area and the second group
consisted of the business education teachers in the
Cypress-Fairbanks Independent School District.

The

contents of the opinionnaire were classified into six (6)
groups and the mean scores and standard deviations computed
for each of the groups.

To accept or reject the six (6)

null hypotheses, these scores were subjected to at test
to determine statistical difference at the .05 confidence
level.
Of the six (6) null hypotheses tested, the following
five (5) were rejected:
Null Hypothesis 1.

For retailers and business

teachers evaluating competencies relating to business and
its environment to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.
The business teachers were significantly more positive
than the retailers toward Item 3 (t = 2.25) which dealt
with differences in American and other systems.
Null HyPothesis 2.

For retailers and business

teachers evaluating competencies relating to marketing to
be taught in a business management class at the CypressFairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean
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perception scores of the business teachers.

The business

teachers were significantly more positive than the retailers
toward Item 11 (t = 2.08) which dealt with equipment and
layout.
Null Hypothesis 3.

For retailers and business

teachers evaluating competencies relating to purchasing and
production to be taught in a business management class at
the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.

The

business teachers were significantly more positive than
the retailers toward Item 14 Ct= 2.68) which dealt with
transportation.
Null Hypothesis 4 .

For retailers and business

teachers evaluating competencies relating to finance to
be taught in a business management class at the Cypress Fairbanks high schools, the mean perception scores of the
retailers do not differ significantly from the mean
perception scores of the business teachers.

The business

teachers were significantly more positive than the retailers
toward Item 16 (t = 2.77) which dealt with banking, Item 17
(t = 2.26) which dealt with insurance, Item 18 (t = 2.77)
which dealt with extending credit, and Item 19 (t = 2.41)
which dealt with collection procedures .
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Null Hypothesis 5.

For retailers and business

teachers evaluating competencies relating to managing
information to be taught in a business management class
at the Cypress-Fairbanks high schools, the mean perception
scores of the retailers do not differ significantly from
the mean perception scores of the business teachers.

The

business teachers were significantly more positive than
the retailers toward Item 20 (t = 2. 89 ) which dealt with
data processi ng, and toward Item 22 (t = 2.36 ) which
dealt with offi ce services .
The data supported the follow i ng null hypothesis:
Null Hypothesis 6.

For retailers and business

teachers evaluating competencies relating to business
ownership, personnel , and management functions to be
taught in a business management class at the CypressFairbanks high schools, the mean perception scores of
the retailers do not differ significantly from the mean
perception scores of the business teachers.
Conclusions
The following conclusions were made because the
differences between the Cypress-Fairbanks area retailers'
and the Cypress-Fairbanks business education teachers'
perceptions were due to the degree of agreement:
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1.

Business management should continue to be a

course offering in the Cypress-Fairbanks high schools.
2.

Competencies in the areas of business and its

environment, marketing, purchasing and production, finance,
managing information, business ownership, personnel, and
management functions should all be taught in a business
management course in the Cypress-Fairbanks high schools.
3.

There is a need for ongoing communication

between the retail business persons and the business
education teachers.
4.

There is a general agreement among retailers

and business teachers in the Cypress-Fairbanks area on
the competencies that should be taught in a business
management class in the Cypress-Fairbanks high schools
since there was no significant difference in the individual
mean scores on seventeen (17) of the twenty-five

(25)

competencies surveyed.
5.

Retailers rated highest those competencies

which commonly relate to the day-to-day operation of a
business while the business teachers rated highest those
areas which are also covered in other business courses
(general business and accounting).

Both groups' mean

scores were lowest in those competencies related to
purchasing and production.
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Recommendations
Based on the findings of this study, the following
recommendations are made that:
1.

Business management should continue to be a

course offering in the Cypress-Fairbanks high schools.
2.

The findings of this study be considered by

the business education teachers in the Cypress-Fairbanks
Independent School District in developing curriculum for
a business management class.
3.

This study be replicated using a different

population to further validate the findings.
4.

This study be replicated with more specific

emphasis on decision-making, communication skills, and
motivation.
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OPINIONNAIRE
The foll~wing is a list of competencies in business management.
Please circle your positi~n on the scale as to whether they
should be taught in a business management class in the Cy-Fai'r
schools.
1
2
3
4
5

-

I
I
I
I
I

strongly disagree
disagree
am undecided
agree
strongly agree

Knowledge or Understanding of the:
1. Characteristics and factors which influence
the American economic system.

1 2 3 4 5

2. Basic vocabulary and theories involved in
economics such as supply and demand.

1 2 3 4 5

3. Differences in the American and other
economic systems.

1 2 3 4 5

4. Different types of business ownership
and the characteristics of each.

1 2 3 4 5

5. Marketing channels and the functions they
perform.

1 2 3 4 5

6. Procedures and factors involved in pricing.

1 2 3 4 5

7. Methods and importance in obtaining and
serving customers.

1 2 3 4 5

8. Traits and abilities needed by salespeople.

1 2 3 4 5

9. Purposes of advertising and how different
mectia can be utilized.

1 2 3 4 5

10. Factors which should be considered when
choosing a business location and how
information can be obtained.

1 2 3 4 5

11. Factors to be considered in choosing
equipment and store layout.

1 2 3 4 5

12. Determination of kind, amount, and sources
of store merchandise.

1 2 3 4 5
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13. Problems i~volved i n setting up a
manufacturing concern and coordinating
the factors of production.

1 2 3 4 5

14. Types and terminology of trans:eortation.

l 2 3 4 5

15. Factors which must be considered in

1 2 3 4 5

determining the financial requirements
of a business and the sources from which
it may be obtained.
16. Factors to be considered in selecting a
bank and the requirements for obtaining
a bank loan.

1 2 3 4 5

17. Insurable risks in business and types of
insurance available.

1 2 3 4 5

18. Factors to be considered in extending
credit.

1 2 3 4 5

19. Considerations involved in establishing
collection policies and procedures.

1 2 3 4 5

20. Use, tools, and terminology of data
processing.

1 2 3 4 5

21. Basic accounting terminology and the use
of financial records in a business.

1 2 3 4 5

22. Types of office services involved in
running a business.

1 2 3 4 5

23. Types, sources, and importance of research
and planning in business.

1 2 3 4 5

24. Factors involved in choosing and managing
labor.

1 2 3 4 5

25. Management functions and organizational
structure.

1 2 3 4 5

